COMPARISON BRIEF — CRM / SALES & MARKETING
Pipedrive vs Zoho CRM
Both are budget-friendly CRMs built for small and mid-size sales teams. Pipedrive is a pipeline-first tool built around visual deal tracking. Zoho CRM is broader, part of a larger suite of business apps, and offers more built-in features per dollar.
	Criterion
	Pipedrive
	Zoho CRM

	Best For
	Sales teams that want a simple, visual, deal-stage-focused pipeline.
	Businesses already using or considering other Zoho apps for a unified suite.

	Pricing Model
	Straightforward per-seat pricing, competitive at entry tiers.
	Lower cost per feature, especially on mid and upper tiers.

	Learning Curve
	Very low — one of the simplest CRMs to onboard a team onto.
	Moderate — more features means more configuration decisions up front.

	Automation
	Solid workflow automation focused on sales activities.
	Broader automation including marketing, service, and inventory touchpoints.

	Reporting
	Clean, sales-focused reporting and forecasting.
	More extensive reporting, but can feel scattered without setup discipline.

	Where It Falls Short
	Lighter on marketing and service features than an all-in-one suite.
	Interface feels less polished than Pipedrive's for pure pipeline work.


Bottom Line
Choose Pipedrive when the team wants the simplest possible pipeline tool and nothing else. Choose Zoho CRM when the business wants more built-in functionality per dollar, especially alongside other Zoho apps.
Ask Before You Buy
1. Trial both with your actual sales stages before committing — the visual pipeline experience differs meaningfully.
1. Check whether Zoho's broader suite duplicates tools you already pay for elsewhere.
1. Confirm mobile app quality if the sales team works primarily in the field.
Infinite Way Ventures — InnovateTek Solutions comparison brief. Pricing and features change; verify current details directly with each vendor before purchase.
